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Agenda 
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• Overview of the International Trade Center SBDC and how we 
help small businesses 

• Describe how companies prepare to successfully export 

• Consider payment options and costs in international trade 

• Discuss the regulatory environment for trade with the US 

• Highlight cultural differences  

• Review free internet-based resources 

• Question and answer session 



North Texas Small Business Development Center Network 
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Federal Government  

State Government  

 

• Serve 49 counties in the North 

Texas Small Business 

Development Center network 

• Provide free counseling to 

individuals on international trade 

issues 

– Export business planning, 

market entry strategy, trade 

compliance, etc. 

• Provide low-cost training to 

entrepreneurs and small 

businesses 

– NAFTA, CAFTA, Importing, 

Exporting, etc 

 

Educational Institution 

http://images.google.com/imgres?imgurl=http://www.njsbdc.com/logo/2006/colorSBA.jpg&imgrefurl=http://www.njsbdc.com/logo/&h=1001&w=1965&sz=384&hl=en&start=2&tbnid=TbPZClC5rmBrYM:&tbnh=76&tbnw=150&prev=/images%3Fq%3Dsba%26gbv%3D2%26hl%3Den
http://www.texasonline.com/?language=eng
http://www.dcccd.edu/


Overview of the US Market 



United States 
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Population Profile – US and Texas 

People Quick Facts Texas USA 

Population, 2009 estimate  

24,326,974 304,059,724 

Foreign born persons, 

percent, 2000  

13.9% 11.1% 

Language other than English 

spoken at home, percent 

age 5+, 2000  

31.2% 17.9% 

Median household income, 

2007  $47,563 $50,740 

Per capita money income, 

1999  $19,617 $21,587 

Persons below poverty, 

percent, 2007 

16.3% 13% 

6 Source: U.S. Census Bureau 



Tunisia - US Trade Flow 

No. 

Exports 2009 

USD 

1. 
12 - Oil Seeds Etc.; Misc 
Grain, Seed, Fruit, Plant Etc. 

$96.2M 

2. 
84  -Nuclear Reactors, 
Boilers, Machinery Etc.,Parts 

$91.4M 

3.  
15 - Animal Or Vegetable 
Fats, Oils Etc. & Waxes 

$47.9M 

4. 
85  -Electric Machinery Etc; 
Sound Equip; Tv Equip; Pts 

$42.9M 

5. 
87  -Vehicles, Except Railway 
Or Tramway, And Parts Etc 

$31.3M 

Total All Commodities $502.1M 
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No. 

Exports 2009 

USD 

1. 
15 - Animal Or Vegetable 
Fats, Oils Etc. & Waxes 

$99.9M 

2. 
62 - Apparel Articles And 
Accessories, Not Knit Etc. 

$48.5M 

3.  
71 -Nat Etc Pearls, Prec Etc 
Stones, Pr Met Etc; Coin 

$36.8M 

4. 
27 - Mineral Fuel, Oil Etc.; 
Bitumin Subst; Mineral Wax 

$34.8M 

5. 
85 - Electric Machinery Etc; 
Sound Equip; Tv Equip; Pts 

$25.9M 

Total All Commodities $325.8M 

Source: USA Trade Online 

http://www.google.com/imgres?imgurl=http://www.thegio.net/kazakhstan/american-flag.jpg&imgrefurl=http://www.heikellscarcare.com/3.html&h=595&w=944&sz=39&tbnid=foVwQFTbsNIJ:&tbnh=93&tbnw=148&prev=/images?q=US+flag&sa=X&oi=image_result&resnum=1&ct=image&cd=2
http://www.google.com/imgres?imgurl=http://www.thegio.net/kazakhstan/american-flag.jpg&imgrefurl=http://www.heikellscarcare.com/3.html&h=595&w=944&sz=39&tbnid=foVwQFTbsNIJ:&tbnh=93&tbnw=148&prev=/images?q=US+flag&sa=X&oi=image_result&resnum=1&ct=image&cd=2
https://www.cia.gov/library/publications/the-world-factbook/flags/flagtemplate_ts.html
https://www.cia.gov/library/publications/the-world-factbook/flags/flagtemplate_ts.html


Preparing Your Company To 
Export 



Question? 

You just received an unsolicited order from a new customer in the US (a 
country in which you never done business) do you: 

 
a. Rally every able-bodied person into action…we have a sale! 

 
b. Ignore it. It’s the US. We have no desire to deal with the wicked empire. 

 
c. Let the customer know you’ve not done business in the US before and 

you’ll need some time to get a quote. 
 
 

 
 

How do you handle these types of 
inquiries in your company? 
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Preliminary Steps 

► Form a company and have access to 
capital 

► Electronic presence – email, 
website, etc. 

► Have a product available for sale 

► Gain management commitment to 
export process 

► Narrow down your target market to 
a select region / countries 

► Become aware of Tunisian export 
rules and regulations 

► Appoint staff dedicated to the 
export endeavor 
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Steps to Export Readiness  

 Identify the Harmonized Tariff Schedule number for your product 
─ Obtain duty info, trade statistics  
─ Proper classification from online or buyer 
Source: http://dataweb.usitc.gov/scripts/tariff_current.asp 
 

 Research the market – primary vs. secondary 
─ Political, environmental, technological, and societal trends 
─ Currency issues including exchange rate, currency restrictions 
─ Competition – local and foreign 
─ Marking or labeling requirements 
─ Trade statistics for the product in the countries you select 
─ Cultural do’s and don’ts of doing business in desired foreign market 
─ Legal considerations 
─ Transportation methods 
Source: 

https://www.uktradeinvest.gov.uk/ukti/appmanager/ukti/countries?_nfls=false&_nfp
b=true&_pageLabel=CountryType1&navigationPageId=/usa 
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http://dataweb.usitc.gov/scripts/tariff_current.asp
https://www.uktradeinvest.gov.uk/ukti/appmanager/ukti/countries?_nfls=false&_nfpb=true&_pageLabel=CountryType1&navigationPageId=/usa
https://www.uktradeinvest.gov.uk/ukti/appmanager/ukti/countries?_nfls=false&_nfpb=true&_pageLabel=CountryType1&navigationPageId=/usa
https://www.uktradeinvest.gov.uk/ukti/appmanager/ukti/countries?_nfls=false&_nfpb=true&_pageLabel=CountryType1&navigationPageId=/usa
https://www.uktradeinvest.gov.uk/ukti/appmanager/ukti/countries?_nfls=false&_nfpb=true&_pageLabel=CountryType1&navigationPageId=/usa


Steps to Export Readiness  

 Develop a business plan  

─ Executive summary of business and if you’re seeking financing 

─ Overview of your company, its products/services, key management and 
business model 

─ Product/service description with its strengths, weakness, pricing, and after 
sales service 

─ Sales and marketing plan or actions steps with distribution channels, target 
customer 

─ Financial analysis including export budget and pro forma financial 
statements 

─ Risk analysis of what can go wrong and what you do to mitigate  

─ Implementation schedule and responsibilities and key deliverables 

 Determine a market entry strategy – direct vs. indirect 
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Plan Execution 

 Obtain required licenses 
 
 Make needed product  and label modifications 

─ Barcode 
─ Imperial weights / measures 
─ English and/or Spanish translation 
─ Electric current 
 

 Attend selected trade shows 
 
 Test the market based on your market entry strategy 

─ Recruit distributors or agents 
─ Take advantage of electronic and social media (eBay, Facebook) 
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Plan Execution 

 Launch country-based marketing campaign 
 

 Process a theoretical order  
─ Proforma invoice 
─ Include: cost, INCOTERMS, shipping, currency of payment, payment terms, 

etc 
 

 Prepare proper documentation 
─ Commercial invoice 
─ Certificate of origin 
─ Packing list 
─ Bill of lading 
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7 Common Market Entry Mistakes 

1. Failing to research planned market sufficiently or leaving it to an inexperienced person 

 

2. Failing to use local experts to create a proper entry plan that addresses legal, financial 
issues 

 

3. Making assumptions that where things aren’t obviously different, then they must be the 
same 

 

4. Failing to check out the market positioning of local brands 

 

5. Failing to adjust market entry to local conditions 

 

6. Selecting an inexperienced or underfunded partner 

 

7. Not setting up a pilot operation to test market acceptability over a reasonable period 
before moving forward 

 

 
Adapted from “The 7 Deadly Sins of Exporting Franchise Systems – Simon H Lord  
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Export Business Planning Process 

Explore Research Recommend Execute 

• Gain management 
commitment to 
export process 

• Determine reasons 
for exporting 

• Investigate which 
products have 
export potential 

• Choose a country or 
region of the world 
to base your market 
research 

• Harmonized Tariff Number 
for each product 

• Political, technological, 
financial trends 

• Legal and documentary 
requirements 

• Target market 
demographics 

• Cultural do’s and don’ts 

• Transportation methods 

• Competitive landscape 

• Export licensing 
requirements 

• Marking and labeling 
requirements 

• Market entry strategy 

– Export Mgmt Co, 
Export Trading Co, 
agent, distributor 

• Sales & financial goals 

• Pricing strategy 

― INCOTERMS, payment 
type, export costs 

• Compliance program 

• Distribution methods 

• Export management team 

• Risk mitigation strategy 

• Obtain required licenses 

• Make needed product  and 
label modifications 

• Process a theoretical order 

• Attend selected trade 
shows 

• Recruit distributors or 
agents 

• Launch country-based 
marketing campaign 

Executive 

Summary 

Financial 
Analysis 

Export  

Budget 

Product/ 
Service 
Overview 

Company 
Overview 

Competitive  

Analysis 

Marketing  

Analysis 

Business 
Plan 

Continuous 

Improvement 

International Trade Center SBDC  

Risk  

Analysis 



General View of Export Order Process 

Request for 
quote 
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Assess 
customer 

credit 
worthiness 

 

Regulatory 
check 

Prepare 
proforma 
invoice or 

quote 

Negotiate  

terms and 
conditions 

 

Prepare  

documents 

 

Pre-shipment 
inspections 
as required 

 

Order ships 
inland 

transportation 

 

Goods 

clear 
Customs 

Goods 
shipped to 
warehouse   

Happy 
customer is a 

repeat 
customer 

After-sales 
service as 

needed 

http://images.google.com/imgres?imgurl=http://www.shippingagentscyprus.co.uk/Portals/75/pics2/clip_art_checklist.jpg&imgrefurl=http://www.shippingagentscyprus.co.uk/Services/Documentation/tabid/3230/Default.aspx&usg=__Q2KUQ4FSA2N1NXcz8OijEk49AeM=&h=223&w=221&sz=15&hl=en&start=17&tbnid=QiDMAJ-hjs-eTM:&tbnh=107&tbnw=106&prev=/images%3Fq%3DCustoms%26imgtype%3Dclipart%26as_st%3Dy%26gbv%3D2%26hl%3Den
http://images.google.com/imgres?imgurl=http://eurorefund.com/imgeuro/d0eb91a2ee917a51.JPG&imgrefurl=http://eurorefund.com/italy-how-to-shop-tax-free.html&usg=__wAHK7GnMPEmBLdcwbNPnUfx3C-w=&h=323&w=249&sz=45&hl=en&start=96&tbnid=8K4qsnwBRSriNM:&tbnh=118&tbnw=91&prev=/images%3Fq%3DCustoms%26imgtype%3Dclipart%26as_st%3Dy%26gbv%3D2%26ndsp%3D18%26hl%3Den%26sa%3DN%26start%3D90
http://images.google.com/imgres?imgurl=http://www.skydenelectronics.com/v/vspfiles/photos/ExtendedWarrantyWii-2T.jpg&imgrefurl=http://www.skydenelectronics.com/2-Year-Extended-Warranty-for-Nintendo-Wii-Systems-p/extendedwarrantywii.htm&usg=__xEBBNSHMXxijfdF9lXgQHTRLs1M=&h=250&w=250&sz=30&hl=en&start=15&tbnid=Vbu1OHuHN6KtpM:&tbnh=111&tbnw=111&prev=/images%3Fq%3Dwarranty%26imgtype%3Dclipart%26as_st%3Dy%26gbv%3D2%26hl%3Den
http://images.google.com/imgres?imgurl=http://www2.mpsaz.org/purchasing/bidder/images/contract.jpg&imgrefurl=http://www2.mpsaz.org/purchasing/bidder/&usg=___Qcd9aXY4Ys0-ddM7NnncpttCOw=&h=400&w=343&sz=38&hl=en&start=17&tbnid=ceR73gHXrwKl7M:&tbnh=124&tbnw=106&prev=/images%3Fq%3Dcontract%26imgtype%3Dclipart%26as_st%3Dy%26gbv%3D2%26hl%3Den
http://images.google.com/imgres?imgurl=http://traveltothemouse.com/images/quote1.gif&imgrefurl=http://traveltothemouse.com/waltdisneyworld.htm&usg=__YhAjrNZsqKeyIbE06YGraPSvmow=&h=256&w=256&sz=6&hl=en&start=202&tbnid=Zvfn8IoAX2hVbM:&tbnh=111&tbnw=111&prev=/images%3Fq%3Dquote%26imgtype%3Dclipart%26as_st%3Dy%26gbv%3D2%26ndsp%3D18%26hl%3Den%26sa%3DN%26start%3D198


Costs and Payment Terms 



Potential Export Costs 
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Start-up Transactional Ongoing 

• Consultants 
• Market Research 
• Intellectual Property 

Protection 
• Product 

Modification 
• Translation 
• Legal 
• Licensing 

• Banking Fees 
• Performance Bonds 
• Credit or 

Background Check 
• Freight 
• Insurance – cargo, 

credit 
• Packaging 
• Testing 
• Documentation 
• Freight Forwarder 
• Sales Commission 
• Volume Discounts 

• Business Travel 
• Entertainment 
• Communications 
• Trade Shows 
• Marketing 
• Training 



Potential Import Costs 
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The importer is using the landed cost calculation to determine the cost to 
purchase from a foreign supplier.  

Product Cost 
+  Inspection and Testing Costs 
+ Assists 
+ Additional Packaging 
+ Inland Shipping 
+ Ocean and/or Air Shipping Costs 
+ Insurance (cargo) 
+ Duties 
+ Customs Fees 
+ Broker Fees 
+ Payment Costs (foreign exchange, L/C) 
+ Contingency (unexpected costs) 
=  Total Cost/Landed Cost 

These items can 
be paid by the 

exporter or 
importer 

depending on 
INCOTERMS 

used.  



Estimated Costs to Import into the US 

General Required Documents 

• Bill of lading or airway bill 

• Commercial invoice 

• Packing list 

• US Customs entry forms 

• Importer Security Filing (ISF) 

 

Marking/Labeling 

• Country of origin must be on 
product and/or packaging 

 Nature of Import 
Procedures1 

Duration 
(days) 

US$ 
Cost 

Documents preparation 2 160 

Customs clearance and 

technical control 
1 50 

Ports and terminal 

handling 
1 400 

Inland transportation 

and handling 
1 550 

Totals: 5 1160 

21 Sources: Doing Business-World Bank, Importing into the US- US Customs and Border Protection,  (1) Represents an estimation of  import  costs 



Payment Options 

  
METHOD 

 
GOODS AVAILABLE 

TO BUYER 

 
USUAL TIME OF 

PAYMENT 

 
RISK TO 

EXPORTER 

 
RISK TO IMPORTER 

 
Advance Payment 

 
After payment 

 
Before shipment 

 
none 

 
Maximum - Relies on 

exporter to ship 

goods as ordered 
 
Letter of Credit 

     *Confirmed 

     *Unconfirmed      

    (Advised) 

 
After payment 

 
When documents are 

available at shipment 

 
Virtually none 

 
Assured of quantity 

and also quality at 

shipment if inspection 

report is required 
 
Documentary 

Collection 

Sight draft 

Documents against 

payment 

 
After payment 

 
On presentation or 

draft to importer 

 
If draft unpaid, good 

must be returned or 

disposed of, usually 

at loss 

 
Assured of quantity, 

also quality, if goods 

are inspected before 

shipment 

 
Documentary 

Collection 

Time Draft 

Documents against 

acceptance 

 
Before payment 

 
On maturity of draft 

 
Relies on importer to 

pay draft; if unpaid, 

goods must be 

returned or disposed 

of 

 
Minimal - Can check 

shipment for quantity 

and quality before 

payment 

 
Consignment 

 
Before payment, 

exporter retains title 

until goods are sold 

or used 

 
After use; inventory 

and warehousing cost 

to exporter 

 
Substantial risk 

unless through 

foreign branch of 

subsidiary 

 
None 

 
Open Account 

 
Before payment 

 
As agreed 

 
Relies on importer to 

pay account as 

agreed – complete 

risk 

 
None 

22 Source: “Going Global & Getting Paid”, Presentation May 2008, T.Khoury, JP Morgan Chase 



Regulatory Environment 



Trade Compliance Landscape for US Companies 
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Trade 

Compliance 

 

US 

Legislation 

Foreign 

Gov’t 

Processes Industry 

Country 

US Gov’t 

Agency 



US Customs and Border Protection 
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http://channel.nationalgeographic.com/series/americas-port/3554/Overview#tab-Videos/05243_00 

 

http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview
http://channel.nationalgeographic.com/series/americas-port/3554/Overview


Cultural Understanding 
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Cultural Differences: Low-Context vs. High-Context 
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Low-Context Culture 

• Information and meaning are 

explicitly stated in the message 

or communication 

• Strong reliance on verbal 

communication 

• Business and social 

relationships are discrete 

• Competence is valued as much 

or more than position or status 

High-Context Culture 

• Individual has internalized 

meaning and information, so 

that little is explicitly stated in 

written or spoken messages  

• Strong reliance on nonverbal 

actions 

• Business and social 

relationships overlap 

• Position or status valued more 

than competence  

Germany 

Low-Context Cultures High-Context Cultures 

Scandinavian US British French Italian Spanish Mexican Greek Arab African Asian 

Source: Business Communication Today – Bovee, Thill, Schatzman pp 57-61, 2003 
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Cultural Differences: Business Perspective 

Activity Low-Context High-Context 

Punctuality valued. Time is concrete.  
“Time is money” 

Time is continuous, flexible and fluid. 
“Mañana” 

Decisions are reached quickly and as 
efficiently as possible. Can be made at 
the lower levels in organization. 

Decision made by consensus. May need to 
work its way up thru the organization. 

Disagreements settled in court. Written 
contract is final authority. 

Disagreements negotiated between parties. 
Written contract can be starting point for 
negotiations. 

Business people may use first names 
after initial introduction. Use of titles can 
be seen as vain. 

Business people addressed using surnames 
and titles as a sign of respect. 

          Individualism valued. “What’s in it for 
me?” Large personal space. Self-
sufficiency prized. 

Group is valued over individual. “The nail 
that sticks up, will be hammered down”.  

Comfortable with doing business with 
people we don’t know via phone, fax, 
email. 

Value relationships, family connections, and 
loyalty. 

Source: Business Communication Today – Bovee, Thill, Schatzman pp 57-61, 2003 
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Cultural Differences: Challenges 

Direct Communication Style thinks 
Indirect Communicators: 

• Are evasive 

• Are dishonest 

• Can’t take a stand 

• Have no opinion 

• Increase tension by not dealing 
with issues directly 

Indirect Communication Style thinks 
Direct Communicators: 

• Are insensitive 

• Have no tact 

• Are insulting 

• Too opinionated 

• Increase tension by dealing with 
issues directly 

“He wouldn’t look me in the 
eye. I found it disconcerting 
that he kept looking all over 
the room but rarely at me” 

Barbara Walters after meeting a 
middle eastern businessman 

Source: Business Communication Today – Bovee, Thill, Schatzman pp 57-61, 2003 

http://images.google.com/imgres?imgurl=http://www.sbaa-communities.org/yaa/archives/Barbara%2520gray.jpg&imgrefurl=http://sbaa.pointinspace.com/yaa/%3FAddInterest%3D1024&h=2700&w=2263&sz=301&hl=en&start=2&um=1&tbnid=6STt13VP0iqilM:&tbnh=150&tbnw=126&prev=/images%3Fq%3Dbarbara%2Bwalters%2B%26um%3D1%26hl%3Den%26rls%3DGFRD,GFRD:2007-07,GFRD:en%26sa%3DG


Considerations When Doing Business with US Companies 

• There’s no such thing as a single US market 
– Differences by region, age, gender, race, religion 
– Example: McDonald’s menu differs across US 

• Familiar factors such as age, gender, or dress don’t necessarily denote the decision 
maker 

• Exhibit patience if your US partner doesn’t know about your culture 
• Remember the US does not use the metric system 
• There are six time zones across the 50 states 
• Focus on the marketing aspect of your export plan first 
• Be prepared to make your product information available in other languages in 

addition to English 
• Seek experienced US legal counsel to understand rules and regulations 
• Assess the level of business risks your product poses and consider product liability 

insurance 
• Surround yourself with experienced trade professionals  and a good partner in the 

US 
– Example: Bankers, freight forwarders, agents, etc. 
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US Importer Concerns 

• Quality 

• Import Compliance 

• Legislation 

• US Customs and Border 
Protection 

• Payment 

• Capacity 

• Intellectual Property 

• Financial Stability  

31 

• Landed Costs 

• Other Government Agencies 

• Sourcing (from whom) 

• Communication 

• “Green” or “Organic” 

• Recordkeeping 

• Government Anti-terrorism 
Initiatives 

• FTA Compliance 



Suggestions to the Exporter For Faster Clearance of Your 
Merchandise 
1. Include all information required on your customs 

invoices. 

2. Prepare your invoices carefully. Type them clearly. 
Allow sufficient space between lines. Keep the data 
within each column. 

3. Make sure that your invoices contain the information 
that would be shown on a well-prepared packing list. 

4. Mark and number each package so it can be 
identified with the corresponding marks and 
numbers appearing on your invoice. 

5. Show a detailed description on your invoice of each 
item of merchandise contained in each individual 
package.  

6. Mark your goods legibly and conspicuously with the 
country of origin unless they are specifically 
exempted from country-of-origin marking 
requirements, and with such other marking as is 
required by the marking laws of the United States. 
Exemptions and general marking requirements are 
detailed in Chapters 29 and 30. 
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7. Comply with the provisions of any special laws of the 
United States that may apply to your goods, such as 
laws relating to food, drugs, cosmetics, alcoholic 
beverages, radioactive materials, and others. (See 
Chapters 33, 34 and 35.) 

8. Observe the instructions closely with respect to 
invoicing, packaging, marking, labeling, etc., sent to 
you by your customer in the United States. He or she 
has probably made a careful check of the 
requirements that will have to be met when your 
merchandise arrives. 

9. Work with CBP to develop packing standards for your 
commodities. 

10. Establish sound security procedures at your facility 
and while transporting your goods for shipment. Do 
not give narcotics smugglers the opportunity to 
introduce narcotics into your shipment. 

11. Consider shipping on a carrier participating in the 
Automated Manifest System (AMS). 

12. If you use a licensed customs broker for your 
transaction, consider using a firm that participates in 
the Automated Broker Interface (ABI). 

Source: Importing into the United States, Publication # 0000-0504 - 12/05/2006  

http://www.cbp.gov/linkhandler/cgov/newsroom/publications/trade/iius.ctt/iius.doc


Internet Resources 
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US Customs and Border Protection 

Where: US Customs and Border 
Protection 
What: Duty rates assessed to 
products imported into the US 

 
Uses: 
► Import duty rates 
► Guidance for importing into the     

US 
 
Link: 

http://www.cbp.gov/xp/cgov/
trade/ 
 

http://www.cbp.gov/xp/cgov/trade/
http://www.cbp.gov/xp/cgov/trade/


35 

Export Development Canada 

Where: Export Development 
Canada 
 
What: US country overview 

 
Uses: 
► Market research on exporting 
to the US and other countries 
► French/English 
 
Link: 

http://www.edc.ca/countryinf
o/countryinformation.aspx?sL
ang=e&target=UnitedStates 
 

http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
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UK Trade and Investment 

Where: UK Trade and Investment 
 
What: US country overview 

 
Uses: 
► Market research on exporting 
to the US and other countries 
 
Link: 

http://www.edc.ca/countryinf
o/countryinformation.aspx?sL
ang=e&target=UnitedStates 
 

http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
http://www.edc.ca/countryinfo/countryinformation.aspx?sLang=e&target=UnitedStates
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UNCOMTRADE 

Where: United Nations 
COMTRADE 
 
What: Global trade statistics of 
imports and exports reported by 
country 

 
Uses: 
► Trade statistics by HS code 
► Competitor nations 
 
Link: 

http://comtrade.un.org/ 
 

http://comtrade.un.org/


38 

Thomas Register 

Where: Thomas Register 
 
What: Database of US 
manufacturers  

 
Uses: 
► Find distributors/buyers of 
industrial equipment 
 
Link: 
http://www.thomasnet.com/ 
 

 

http://www.thomasnet.com/


Thank You! 

International Trade Center SBDC 

1402 Corinth, Ste. 142  

Dallas, TX 75215 

214/747-1300 

www.iexportimport.com 

isbdc@dcccd.edu 
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http://www.iexportimport.com/
mailto:isbdc@dcccd.edu

